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SPRINT ON TARGET TO HIT 100K BROADBAND SUBS 


MMDS fixed wireless appears to be headed for a slowdown. Sprint 
launched in Chicago at the end of March, but has no intention of expanding into 
more supercell markets and has yet to 
decide on a vendor(s) for its next- 
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Phoenix is marching on 10,000 
subs and Sprint believes about 35% of 
its customers bundle high-speed data with long-distance. The bundled price is 
$39.95 and standalone is $49.95, according to Sprint vice pres./spectrum 
management Todd Rowley. 

Line-of-sight (LOS) varies widely. Only 10% of sales don’t get 
completed in Salt Lake City due to LOS problems, whereas in Detroit and Houston 
the no-go percentage is closer to 40%, said Rowley. 

So far, Sprint has converted 40% of its channels to two-way flexible- 
use agreements. From an average of 24 channels/market in 90 markets, Four to 
six are dedicated to data and Sprint still has 120K analog video subscribers. 


How many subscribers can a supercell network accommodate per channel? 
Rowley says about 6K-8K. Sprint provides Earthlink to its customers as part of 
the service. From order to install takes seven to 10 days, with the typical 
installation taking four hours. 

With power levels as high as they are, self-installs are not in the 
cards. Antenna-window side mounts are coming, as are desktop portability and 
home local-area networks. 

Sprint offers its frequency owners a combination of revenue-sharing 
and upfront payments that tend to work out to a percentage of gross revenue in 
the mid-single-digits, about the same as in the days of analog video. 
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NUCENTRIX IN HOLDING PATTERN 


Like Sprint and WorldCom, Nucentrix (NCNX) is in a holding pattern, 
maintaining its analog video/DIRECTV subs and waiting for non-line-of sight 
hardware to be perfected to sell the company--or to obtain sufficient financing 
to move forward with deployment of high-speed data-service networks. 

As of Feb. 28, NCNX had 103,600 video subs, including 95,600 who 
subscribe only to programming provided over MMDS spectrum; 8,000 "combo" subs 
who subscribe to both MMDS and DIRECTV; and 22,000 DIRECTV-only subs. That’s 
down from an average 170,000 in 1998. 

NCNX averages 153MHz of spectrum (25.5 channels) in 93 communities 
covering nine mil. homes, including three recently purchased markets with 460K 
total homes. Of those, 58 are operating markets. In Q1, EBITDA was -$502K vs. 
positive $982K a year ago. Revenue totaled $14 mil. (-15%). 


Two years ago, the publicly-traded MMDS companies sold for about $40 
per home, or $1.25/channel/home. If today’s spectrum can be used for 3G 
services and isn’t reclaimed by the FCC for auction, arguably the spectrum 
should be worth even more today. Instead, it’s under a cloud. 

Regulators also nixed a merger between 
the fixed-wireless Big Two--WorldCom and 
NUCENTRIX VALUATION Sprint--that would likely have spawned many 
more such deployments much sooner. 
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market spectrum deals. 


Investors must still be convinced fixed-wireless companies are within 
a year or two of launching and within five years of achieving 8%-12% penetra- 
tion--or more--in each new market for higher valuations to materialize. 

It has taken Sprint more than a year to grow to 10,000 customers in 
Phoenix. That’s only 0.7% penetration in a region with 1.44 mil. TV households 
and perhaps the best line-of-sight of any major market. 


Austin and Sherman-Denison, TX, are NCNX’s first two markets with high- 
speed access subs. The company has 430 accounts serving an estimated 3,000 end- 
users, mostly medium-size and small businesses, SOHOs and telecommuters. 

NCNX service offerings include Internet access from 128Kbps to 
1.54Mbps. Through two national independent contractors, NCNX also provides 
technical support, email, Web hosting and design and domain-name service. 

Cisco VOFDM technology is being tested in Austin and Amarillo, the 
latter expected to be completed in Q2. NCNX is in talks with Cisco to purchase 
more hardware with equipment-financing proposals but says it does not expect 
any new market launches this year. 


(continued on next page) 
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NUCENTRIX STRUGGLES WITH DECLINES (continued from P. 2) 


From 1998-'99, revenue declined from $74 mil. to $71 mil. (-5%) and 
last year was down to $61 mil. (-13%). Monthly revenue/sub has remained flat, 
rising to $35.44 last year from $35.04 in 1999. 

Cash used in financing was only $285K last year vs. $878K in 1999 and 
Siewent omnes S9Rre Cash wsedein operations last year was $1.9 mil. vs. $8 mil. 
in 1999. NCNX has about $21 mil. of unrestricted cash and $600K of restricted 
cash from various vendor letters of credit. 

The average number of video subscriptions last year declined 24,000. 
EBITDA was -$202K last year vs. a positive $2.8 mil. and $1.8 mil. for 1999 and 
1998, respectively. It’s expected to decline further this year. 


How much will it cost to launch high-speed Internet service? NCNX 
estimates an initial expenditure of $500K-$900K for network equipment in a 
typical market, depending on design and sophistication of hardware. 

Acquisition and installation is estimated to cost $1,500-$1,800/sub, 
which may be partially offset by upfront fees. 

In April, Nucentrix finalized its agreement to acquire MDS/MMDS/ITFS 
licenses and lease rights in Fayetteville and Ft. Smith, AR, for $1.6 mil. of 
NCNX stock. 

Last May, Rockford, IL, licenses were purchased for $5.6 mil. in 
common stock and assumption of $400K in BTA debt. 


WIRELESS TELECOM: RULES OF THE REGULATORY ROAD 


(NEW YORK CITY) --Lately there have been more red lights than green in 
spectrum regulation, so it was fitting that speakers at Kagan's WIRELESS TELCOM 
SUMMIT regulations panel, held here May 3, addressed the rules of the road. 

Paul Sinderbrand, of Wilkinson Barker Knauer & : 
Quinn--a veteran advisor to the Wireless Communications Seminar 
Assn. Intl. (WCAI)--questioned the amount of spectrum 7 
needed to provide 3G within the decade. 

"If you listen to the hype in Washington, we 
hear 160MHz, 180MHz or 200MHz of additional spectrum is 
needed in order to provide 3G service.... If you buy 
that number, then there is an awful lot of spectrum 
activity that is going to have to happen in order for 3G 
to succeed," said Sinderbrand. 


Wireless 
Telecom 
Summit 


That said, a lot of spectrum is available--cellular, PCS, NextWave, 
700MHz, channels 52-59, 2,110MHz-2,150MHz and 40MHz. Most of the focus, how- 
ever, has been on the 1,755MHz-1,850MHz Dept. of Defense (DOD) band and the 
2,500MHz-2,690MHz band allocated to MMDS and ITFS, mainly Sprint and Worldcom. 

"The MMDS and ITFS frequency is the second choice of the mobile 
industry if they can’t get the Defense spectrum," said Sinderbrand. 

"The FCC is grappling with how much is needed and when it’s needed and 
I’m not sure they’re getting really good answers," he added. 


Sinderbrand said the objective of those in the 2.5GHz band is to be 
left alone "without overhanging clouds." 

The FCC wants to cease micromanaging, but here the FCC is "threatening 
to take spectrum away from companies providing services the FCC wants them to 
provide so that other people can come in and provide other services the 
Commission also wants to be provided." 


(continued on next page) 
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SUMMIT SPEAKERS PONDER THE NEW REGIME (continued from P. 3) 


Former FCC staffer Brad Holmes, now sr. vp/regulatory and government 
affairs for ArrayCom, said it is a myth spectrum is a scarce commodity. "The 
fact is it’s limited and very inefficiently used." 

Citing WinStar’s use of 38GHz, Holmes said, "five-10 years ago people 
would have never thought you could develop a voice business in that band." 

The second myth is that there is a property right in spectrum. "As 
broadcasters have learned, there is no spectrum that is untouchable and you 
have reallocation proceedings involving broadcasters, DOD and MMDS/ITFS...that 
[were] previously unthinkable." 


Traditional roadblocks, such as MMDS-ITFS contractual relationships, 
are subject to review. When DOD said it can’t share the spectrum and re- 
allocation would cost $4.8 bil., CTIA said its members spent $18 bil. on 
spectrum, so "$4.8 bil. to move you is an easy answer," said Holmes. 

With a more deregulatory Republican administration in place, he said, 
in the next few years "many of the solutions that will be brought to market in 
the spectrum arena will actually be private-sector brokered, rather than 
government brokered." 

Holmes said ArrayCom’s iBurst, "with a mere 5MHz of spectrum on a 
nationwide basis, can serve five mil. users and provide them with connectivity 
to the Internet on a portable basis at 1Mbps or above. We see that as comple- 
mentary to the 3G voice debate going on with most of the major carriers." 

The new always-on technology will let users connect to the Internet 
from a variety of access devices from virtually anywhere within a Carrier's 
signal. Unlike fixed-wireless services, iBurst doesn't require line-of-sight. 


Washington attorney David LaFuria said the FCC spectrum-cap pro- 
ceeding will have an impact in the next six to 12 months. LaFuria forecast an 
FCC order "sometime between August and October." 

Currently, the cap is 45MHz in the MSAs and 55MHz in the RSAs and it 
only applies to cellular, PCS and SMR spectrum. Also, one cannot have an 
attributable interest in both the A and B cellular markets, LaFuria said. 

Noting FCC Chmn. Michael Powell’s reliance upon Justice Dept. antitrust 
enforcement, he said, "From what I can tell, the spectrum cap may well be dead. 
I don’t know that the A-B rule is dead, but I think you’1ll see a very signifi- 
cant expansion--up to 75MHz-90MHz and it may well just go away completely." 

Removing the cap "will obviously lead to more consolidation.. 

Carriers may not wait until the spectrum-cap decision comes out." 


Mark Schneider, sr. legal advisor to FCC Commr. Susan Ness, said the 


cap will be dealt with before the issue of spectrum allocation for 3G. "Every- 
one thinks relaxation will help 3G and there’s just no question the cap is 
going to be relaxed, if not eliminated. I think it will happen near the ftauls 


Powell has supported the cap in the past because the data shows there 
is a real public benefit to having at least three and as many as five carriers 
per market, he said. 


Schneider said the driver behind 3G is not necessarily spectrum. "It 
is really a business model/technology/applications issue." 

He also said the FCC is "thinking very seriously...about doing more 
with unlicensed spectrum." Pointing to proposals to allow satellite carriers 
to use ancillary capacity for terrestrial purposes, Schneider said, "This is 
going to be a powder keg in terms of its political hot buttons." 


(continued on next page) 
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WIRELESS TELECOM: RULES OF THE REGULATORY ROAD (continued from P. 4) 


The ramifications: "If you’ve got 1,000MHz to provide satellite 
services and you want to use it terrestrially, does it promote the possibility 
[of providing] 3G services? Would you be required to allow only the satellite 
companies to use it? That has been teed up." 

Schneider also suggested that providing for flexible use and permit- 
ting private auctions may be more efficient than having a middleman--the 
government--reclaim spectrum. 


During the Q&A session, Sinderbrand said as there doesn’t appear to be 
a killer application that anyone is being constrained from providing, delaying 
a 3G auction "in some respects works to everyone’s benefit.... 

"Delay allows an opportunity for a lot of the spectrum policy issues 
to be rationalized. It’s an opportunity to avoid some of the mistakes that 
have been made in other countries where there has been overbidding at auction." 

Holmes, however, said many small companies need at least a sliver of 
spectrum "to showcase their technology. Otherwise, they won’t be around in a 
few years." 


PROJECTED 3G DEPLOYMENT COST 


No one knows for sure the cost of deploy- 3G NETWORK COSTS 
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MOBILE PHONE INDUSTRY ON DEFENSIVE 


Frustrated in its efforts to gain access to Defense Dept. and MMDS- 
ITFS spectrum for 3G, the mobile phone industry now finds itself playing 
defense to an effort by billionaire Craig McCaw to have the FCC reallocate 
mobile satellite service (MSS) spectrum for 3G wireless systems. 

At the same time, the Cellular Telecom and Internet Assn. (CTIA) is 
reportedly preparing to ask the FCC to reallocate 2GHz of MSS spectrum to 
cellular. Unlike digital mobile phone carriers, McCaw’s New ICO, Loral’s 
Globalstar and Iridium did not pay for their spectrum at an FCC auction. 

Shifting gears, three weeks ago CTIA sent a letter to the White House 
urging the Bush Administration to slow the Clinton Administration’s initiative 
calling for a final FCC decision on 3G spectrum by July 30 and licensing by 
September 2002. 


The fight over MSS 2GHz spectrum--a total of 70MHz--had been mostly 
behind the scenes. McCaw had been lobbying since early March to use a portion 
of its satellite frequencies for ground-based cellular service. 

Motient Corp., a mobile satellite firm licensed in the 1.5GHz-1.6GHz 
band, has filed a petition at the FCC that is said to be very similar to New 
ICO's proposal. 

The FCC is reportedly considering the issuance of a Notice of Proposed 
Rulemaking to address the ICO proposal and 3G spectrum issues. 


Policymakers must grapple with how much spectrum New ICO should be 
forced to give up in exchange for being allowed to offer terrestrial mobile 
phone service. The FCC Wireless Bureau and the Commission's International 
Bureau are said to be split on the issue. 

Cellular companies believe it would be unfair to award a commercial 
mobile radio service license to Motient or New ICO when other companies have to 
buy their spectrum at auction or in the marketplace. 

Cellular companies believe any award of a CMRS license would be 
equivalent to free 3G spectrum. 


WIDEOPENWEST AGREES TO BUY AMERITECH'S 310K SUBS 


WideOpenWest (WOW) May 24 said it has come to terms with SBC to buy 
its 310K cable subs in Chicago, Cleveland, Columbus and Detroit. The purchase 
price is rumored to be 
less than $300 mil.--a 
remarkable bargain. 
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Media, a Media Central/Primedia Company, estimates and 
Morgan Stanley data. All rights reserved. to-head against incumbent 
franchised cable operators 


and DBS, as well as the 
opportunity for savvy buyers to enter the business on a bargain basis. 
WOW is backed by Oak Hill Capital Partners (Robert Bass) and ABRY 
Broadcast Partners. Minority-owned MKMB of Chicago, led by Martin King and 
Marc Brooks, has also become an investor. 
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WIRELESS INDUSTRY PUBLICATIONS 


BROADBAND TECHNOLOGY 


Incisive, thorough reports on deployments of bundled 
services, high-speed data, digital video and telephony. 
Analyzes and projects growth of set-top boxes, 
modems, switches, routers and other infrastructure. 
Data and stats on services offered and plant 
construction by cable, DSL, satellite, wireless and wired 
phone providers. 1 Year/12 Issues: $895 


TOWER INVESTOR 

Reports on the explosive growth industry which has 
risen from the convergence of digital and telecom 
competition—the building, owning and managing of 
communications towers. Features expert insight on 
financings and capitalizations, tower consolidator 
financials, company and deal valuations, 
alliances/partnerships/joint ventures, business models, 
regulations and much more. 1 Year/12 Issues: $945 


WIRELESS MARKET STATS 


In-depth analysis of metropolitan and rural cellular 
market efficiency plus a comprehensive accounting of 
wireless carrier performances. Includes operating 
statistics, private deal market data, and economic and 
demographic information for narrowband and 
broadband PCS, ESMR, paging and more. Also provides 
a monthly summary of wireless transactions showing 
pricing trends. 1 Year/12 Issues: $945 


WIRELESS/PRIVATE CABLE INVESTOR 


The original bible of the wireless cable multipoint 
distribution industry. Published continuously since 
1972. Includes in-depth analysis of high-speed data 
delivery via wireless frequencies and full spectrum 
coverage of private cable (satellite master antenna) TV. 
Plus finance, investment, marketing, legal issues. 

1 Year/12 Issues: $845 


WIRELESS TELECOM INVESTOR 


Exclusive analysis of private and public values of 
wireless telecommunications companies, including 
cellular telephone, ESMR and PCS. Exclusive databases 
of subscribers, market penetration, market potential, 
industry growth. 1 Year/12 Issues: $995 


AIRWAVE AUCTION DATABOOK 


Wireless market ownership data, including changes in 
territory, spectrum & ranking. C & F Block PCS re- 
auction results by company and MTA, plus detailed 
footprint maps. Price comparison for PCS spectrum on 
a per pop and per MHz pop basis, 1995-2001. Market- 
by-market results for C-F block re-auction, plus 1990 & 
2000 prices per pop & prices per MHz pop. In-depth 
coverage of international auction activity. $495 


BROADBAND INTERNET 


Extensive evaluation of the players, technologies and 
prospects in the race to deliver high-speed Internet 
access. Features 10-year projections for cable and 
digital subscriber line (DSL) platforms plus profiles of 
cable and DSL high-speed access providers and vendors. 
Includes analysis of financials, strategies and alliances. 
Also provides a history of cable, DSL and wireless high- 
speed access developments. $1,095 


COMMUNICATIONS TOWER DATABOOK 


Tracks the economics behind the rush for vertical real 
estate. Key financial data for major tower companies 
and comparative rankings by balance sheet and income 
statement statistics. Chronicles the biggest deals, 
leading industry lenders and regulatory landscape of 
one of the most attractive investments in the 
communications universe. $995 


WIRELESS TELECOM ATLAS & DATABOOK 
Comprehensive wireless market ownership data; 
detailed cellular and PCS footprint maps by MTA and 
company; side-by-side competitor listings and carrier 
MHz pop capacity breakouts. Comparative spectrum 
auction results; exclusive PCS and cellular market 
demos/economic stats and area maps, plus wireless 
demographic scores and rankings. $1,995 


WIRELESS TELECOM FINANCIAL DATABOOK 


Track the dynamic economics of the exploding wireless 
industry with this unrivaled publication. Contains 
detailed financial profiles of more than 30 cellular, PCS 
and ESMR companies. You'll find nearly 3,500 exclusive 
market growth projections, including subscriber counts, 
penetration totals and revenue projections—and more. 
Required reading for wireless telecom carriers, 
suppliers, analysts and financiers. $995 
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LOCAL BELLS PRESSING FOR PASSAGE OF HR 1542 


Judging from the number of prime-time TV commercials, local Bell 
companies are going all-out for passage of HR 1542, a move that may threaten 
ISP access to DSL service. 

WorldCom pres./CEO Bernie Ebbers said, "This ill-conceived legislation 
sounds a death knell for the Internet economy.... [A] level playing field is 
critical to ensuring...competition that spurs economic growth and prosperity. 

"And despite Bell company claims, this bill would deliberately create 
an unfair advantage for the monopolists, thereby irreversibly restricting the 
growth of competition...." 


"Claims that this bill will hasten the deployment of high-speed 
Internet in rural America are blatantly false. The Bells have been deploying 
DSL as fast as they can in urban areas while ignoring or even withdrawing from 
Many rural areas...," Ebbers continued. 

"The bill would further block competition by scuttling the federal 
requirement that the Bells lease critical monopoly facilities to competitors. 

"H.R. 1542 would drive new and innovative players out of the market 
and out of business, crippling the 'New Economy' and slamming the door on 
consumers across the country who want fast and reliable Internet connections 
and a true choice for broadband service." 


Judiciary Committee moves toward vote 


The House Judiciary Committee is preparing for a June 13 vote on the 
bill. It has already cleared the Commerce Committee. 

Judiciary Committee chmn. James Sensenbrenner (R-WI) said he hasn't 
made up his mind, but indicated support for an amendment to ensure the Bells 
are not shielded from antitrust law in certain areas by a recent court inter- 
pretation of the 1996 Telecom Act in Goldwasser v. Ameritech (7th, Cir) ; 

House Speaker Dennis Hastert (R-IL) has given the Judiciary Committee 
until June 18 to act on the bill. Its jurisdiction is limited to reviewing 
provisions that limit the oversight of the Justice Dept. 


HR 1542, co-sponsored by Rep. Billy Tauzin (R-LA) and John Dingell 
(D-MI) would allow the Bells into the long distance market upon enactment. 

A separate bill co-sponsored by Rep. John Conyers (D-MI) and Chris 
Cannon (R-UT) would prevent Bell companies from offering data services across 
regions until the Bell company has less than 85% of residential or business 
phone customers in a state. 

Critics of HR 1542 claim it undermines sec. 271 of the Telecom Act, 
which mandates that Bell companies open their local markets to competition 
before being allowed into long distance. 


ISPs are divided 


The U.S. Internet Industry Assn. (USIIA), headed by David McClure, 
backs the bill, but other ISP organizations oppose the measure, notably the 
U.S. ISP Assn. and the American ISP Assn. 

As originally proposed, HR 1542 freed the Bells from interconnection 
obligations for new equipment. Amendments, however, reportedly include clauses 
that allow Bell DSL customers to select their own ISPs and require Bells to 
permit collocation by any ISP with proper equipment. 

Most ISPs believe the amendments are too weak and unenforceable and 
fear passage of the bill would eliminate most independent ISPs. 
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SMATV HAS FRIEND AT CABLE BUREAU 


Private cable operators have a new friend at the FCC. New FCC Cable 
Bureau Chief Ken Ferree--a partner at Goldberg, Godles, Wiener & Wright--repre- 
sented Vidéotron's OpTel unit, the largest SMATV operator, now in bankruptcy. 
Ferree was a Georgetown Law School classmate of FCC Chmn. Michael Powell. 

As OpTel's counsel, Ferree is an avid backer of program access, an 
opponent of exclusive and perpetual MDU access agreements held by cable opera- 
tors and an opponent of mandatory access to property state statutes. 

It's believed Ferree is predisposed to extending, and possibly even 
expanding, the program-access rules, due to expire in October 2002. 


Regarding program access, the Satellite Broadcasting & Communications 
Assn. (SBCA) June 5 wrote a letter to Chmn. Powell saying it is pleased the FCC 
is initiating a review of the 1992 Cable Act program-access provisions. 

SBCA urged the FCC "to recommend to Congress that it close the loop- 
hole whereby a vertically integrated program service can evade the program- 
access rules by switching its program distribution to terrestrial-based means 
from satellite delivery. 

"This evasion reduces competition and violates the intent of Congress 
that all multichannel video program distributors have the opportunity to ac- 
quire vertically integrated programming on a fair and nondiscriminatory basis," 
said the letter. 


COMCAST FILES ACCESS-TO-PROPERTY COMPLAINT 


Comcast filed for a declaratory judgment that a Marion County, FL, 
landlord is violating 47 USC 541(a) (2) by imposing discriminatory and unreason- 
ably burdensome requirements on Comcast's use of the rights-of-way and ease- 
ments dedicated for uses compatible with construction of a cable system. 

The dispute is over a planned unit development (PUD) called The 
Villages of Lake-Sumter, which owns its own SMATV system, Clearlink. Comcast 
wants to install its cable in "joint trenches" concurrently with other utili- 
ties without onerous permitting and bonding requirements. 

In addition, Comcast alleges the landlord has breached an Aug. 9, 
1991, agreement between Comcast's and the landlord's predecessors. Comcast SCH 
Holdings v. The Villages of Lake-Sumter, 5:01-CV-147-OC-10GRJ (M.D. Fla. Ocala 
Divs; SiiledsMay 22>) 2001)< 


That agreement allegedly provides that, as the property is developed, 
cable facilities will be installed and then turned over to Comcast at a fixed 
price per home based on the services new homeowners purchase on move-in. 

As the PUD expands through the purchase of additional contiguous 
property, Comcast claims it has the right to apply the terms of the agreement 
to the new property. 

Although the developer continues to honor its agreement in areas of 
its PUD in Sumter and Lake Counties where Clearlink does not serve, said Com- 
cast, the developer has refused to honor its agreement to a new contiguous 
property in Marion County where Clearlink is installing its cable system. 


The per-foot fee demanded by the developer to participate in the joint 
trench, said the complaint, is substantially higher than Comcast's cost to 
trench by itself, indicating the defendant is requiring Comcast to bear the 
trenching costs for all utilities, including the competing cable operator. 

The per-foot fee demanded does not even include Comcast's cost to have 
its cable actually placed into the developer's joint trench. 
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MEDIACOM WINS PROPERTY-ACCESS INJUNCTION 


Judge Jerry Flynn May 21 granted Mediacom Southeast's petition for a 
preliminary injunction to enjoin Marlin Wilson from interfering with Mediacom's 
installation and maintenance of cable in Randolph County, IL. 

On May 11, 2000, Wilson threatened to block Mediacom's access to a 
power easement as the company attempted to install its fiber-optic plant. 

Wilson physically blocked construction crews by placing his pickup 
truck over the easement, forcing Mediacom to remove its cables. 


Rather than litigating, Mediacom began the process to obtain a 
franchise and on January 4, 2001, was granted a franchise by Randolph County. 
On March 19, 2001, Wilson threatened to pull out any cable installed on his 
property by Mediacom. That's when Mediacom filed suit. 

The ruling follows Hilligoss v. Illinois Cablevision of Illinois, 294 
I1l.App.3d (1998), which held that the cable operator, if franchised, could 
access a GTE easement over the owner's objections. 


WSNET CUTS DEAL WITH CLEARWORKS 


WSNet in late May signed an agreement to provide digital satellite 
programming to ClearWorks Communications, under the ClearWorks brand name, to 
23K homes in eight private or gated residential communities in Austin and 
Houston, TX. ClearWorks is a subsidiary of Eagle Wireless International. 

The digital service offers nearly 200 channels--including 80+ basic 
cable, 41 premium multiplex and 37 digital music--plus pay-per-view and 
international programming. 

Separately, WSNet May 23 named Stuart Lefkowitz as COO. Lefkowitz was 
previously exec. vp/broadcast operations for Vulcan Programming II, a Paul 
Allen company, where he was responsible for developing a new multichannel cable 
programming and Internet service. 


VERIZON GOES WHERE OTHERS FEAR TO TREAD 


OnePoint Communications--the one-time partner of John Norcutt's Mid- 
Atlantic Cable--is now offering DSL to the MDU universe as a Verizon subsidiary 
called Verizon Avenue. The company claims 750K MDUs under contract. 

Plans are to increase that to 1.2 mil. by year-end and two mil. by the 
end of 2004 through rolling out DSLAMs at each apartment building that give 
tenants access to high-speed data at up to 1.5Mbps. 

Using leasing agents, Verizon Avenue charges $35/month for 256Kbps and 
$50 for 1.5Mbps if the customer also buys voice services. Otherwise, services 
cost an additional $10. 

Other broadband companies focusing on MDUs have experienced difficul- 
ties. Seattle-based ReFlex Comm. March 28 filed for Chapter 7 bankruptcy and 
Dallas-based BroadbandNOW has had major layoffs. 


BROADBAND STOCKS HEADED FOR DELISTING 


Hybrid Networks May 18 announced it has received letters from NASDAQ 
indicating the company no longer complies with the $50 mil. market cap and 
$5 mil. minimum bid price requirements. 

The letters said Hybrid has until June 6 to comply with the market-cap 
rule for at least 10 consecutive days and until July 2 to satisfy the $5 mil. 
minimum price rule, also for 10 consecutive days. 

Adaptive Broadband May 23 was delisted from NASDAQ. Securities trad- 
ing was suspended on May 14 after the firm delayed its 10-K filing with the 
SEC. The company plans to appeal and to bring its SEC filings up to date no 
later than June 15. 
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BANKRUPTCY FILINGS 


As expected, Teligent filed for Chapter 11 bankruptcy on May 21. The 
company had reached an interim arrangement with its lenders to provide funds to 
continue operations. 

IDT Communications, which purchased 37% of the voting shares and 42% 
of ICG Communications, is now in charge of the company. 

Advanced Radio Telecom (April 2) and Winstar (April 18) preceded 
Teligent in Chapter 11. 

PSINet filed for Chapter 11 protection in New York on May 31. The 
company lost nearly $5 bil. in 2000. PSINet claims $300 mil. in-dash, total 
assets of $2.2 bil. and total liabilities of $4.3 bil.--$2.9 bil. in bond debe: 


BROADBAND FIXED-WIRELESS ROUNDUP 


The FCC now has three new commissioners--Republicans Kathleen Aber- 
nathy and Kevin Martin and Democrat Michael Copps. Abernathy was formerly a 
partner with Wilkinson Barker Knauer & Quinn, the firm that represents the 
Wireless Communications Assocation Intl. 

The Wireless DSL Consortium folded in April, leaving a single stan- 
dards body--the Broadband Wireless Internet Forum. Now there is a single 
standards body, Cisco's vector orthogonal frequency division multiplexing 
scheme is expected to gain momentum. 

Ten new members include APC, CommWorks, Filtronic Sigteck, Marvell, 
Motorola, Powerwave Technologies, Tandberg TV, Vyyo, WaveCom Electronics and 
Wavesat Telecom. 


Vvyyo is offering upstream 16 QAM modulation, which doubles capacity 
and enables symmetrical service offerings, such as voice, multimedia and video 
conferencing, which require high upstream data rates. 

Cirronet, formerly Digital Wireless, May 29 announced its frequency 
hopping spread spectrum technology is a key component of VitalCom's successful 
"PatientNet" system. 

The equipment creates a wireless infrastructure that distributes 
patient information from multiple healthcare locations to a central station, 
where it is then analyzed. Cirronet uses spectrum in the 608-614 band. Its 
customer-premises equipment costs less than $400. 


SPIKE BROADBAND RECEIVES $400 MIL. CONTRACT 


Spike Broadband Systems of Nashua, NH, May 8 announced a roe one pn 1s a 
contract with Denmark's second-largest mobile-phone company, Sonofon, to deploy 
a supercell MMDS wireless broadband system. 

Spike CEO Jim Zucco said, "This will be the largest installation of 
voice-over-IP in the world." 


MDTV BUYS DIGISAT TV 


MDU Communications Intl. (OTCBB-MDTV) May 31 acquired DigiSat TV, a 
Texas PCO that serves 27 communities with 3,061 residents and is in the process 
of building out five other properties with 858 households. 

MDTV plans to begin aggressively marketing DIRECTV to these properties 
and has five other Texas properties in various stages of deployment that should 
result in 600 additional subscribers. 
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KAGAN'S 


WIRELESS 
TELECOM 
ATLAS 


VOLUME 1 

e Comparative Spectrum Auction Results 

e PCS & Cellular Market Demos/Economic Stats 
e PCS & Cellular Area Maps 

e Wireless Demographic Scores & Rankings 


VOLUME 2 


e Comprehensive Wireless Market 
Ownership Data 

e Cellular & PCS Footprint Maps 
(by MTA & Company) 

e Side-by-Side Competitor Listings 

e Carrier MHz Pop Capacity Breakouts 


Order your copy today! 


Contact Kagan World Media: 
Tel.: (831) 624-1536 email: info@kagan.com 
www.kagan.com 


Kagan Kagan World Media 


=. A Media Central/Primedia Company 


THIS UPDATED & EXPANDED EDITION COUNTS, RANKS & ANALYZES 
ALL WIRELESS OWNERS & THEIR MARKET DEMOS 


Kagan’s WIRELESS TELECOM ATLAS & 
DATABOOK 2001 focuses in on who owns what, 
where. It lines competitors up side-by-side. It 
measures their strengths in terms of footprint, 
population count, MHz capacity and market 
demographics. It’s chock full of detailed info on 
individual companies and markets as well as important 
databases of wireless sale transactions, cell site 
proliferation and capital expenditures. 


This updated guide covers all aspects of the industry: 


* Which MTAs and BTAs have the strongest 
demographic and economic characteristics? 
Analyze the investment potential of these markets 
using more than two dozen tables listing and 
ranking the most critical statistics. 


¢* What do the prices paid at auction for the six 
blocks of PCS spectrum say about relative values? 
Our auction review sections lay out all the details 
and provide valuable data as the next round of 
post-auction repositioning takes place. 


* Who are the top. guns battling in each 
MTA/BTA/MSA/RSA, and how has the balance of 
power changed? Where are carrier strongholds and 
which areas do they still need to fill in to achieve 
optimal coverage? 


Find out with easy-to-use tables and maps featuring 
information on all owners within each MTA. Plus, our 
expanded group owner section lets you track the 
footprints of the largest national players. 


Kagan’s WIRELESS TELECOM ATLAS & 
DATABOOK 2001 is the authoritative reference 
source providing updated data and statistics on the 
past, present and future factors impacting the sector. 


With this crucial information at your fingertips, you'll be 
able to compare and analyze complete demographic and 
economic profiles and maps of all U.S. wireless markets, 
grouped by BTAs, MSAs and RSAs within each of the 51 
MTA regions. Plus, you’ll have instant access to detailed 
company ownership information, presented by market, 
by carrier and by MHz pops and accompanied by side-by- 
side competitive-footprint maps. 


This extraordinary guide belongs on the desk of every 
wireless telecom, cable and telco operator, RBOC exec, 
stock or venture capital investor, analyst, consultant and 
wireless telecom supplier. 
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